ID ARTICLE INDEX — JANUARY to JUNE, 1985 


Special Reports pg. 
ABRASIVES SHOWCASE and Cutting Tool Review. . Jan Al 


Ideas for Management 


1985: New markets, new technologies, new 
challenges 
Hotline/ Zero inventory poses questions 
for distributors 
Hotline/Mergers and acquisitions seen spawning 
new distributor chains. . 
Commentary: Why some US. products don't sell 
kf o3, Sa ie Pere a ee Ee Sages Notioe Feb 57 
Hotline/Problems for distributors seen in 
new federal budget 
Distributor-supplier contracts 
People and potential: Optimizing the human factor .. 
Hotline/Second-haif distributor sales seen 
better than anticipated 
Hotline/Bipartisan speakers predict 
deficit crisis at ASMMA Conference 
Distributor-supplier relations in the 
next 10 years. 
Letter from Japan 
One product line or two? 
When the union calls 
Loyalty: The tie that binds .. 
A management dilemma . . . Letting Charlie go 
Write your own personnel policy manual 
ID grads seek wide range of careers ...... 
Hotline/Fluctuating dollar impacting on 
industrial distributors. 


Sales and Marketing 


Strictly for salesmen . . Time to sell. . 
Capsule sales concept/Turn objections into sales ... 
The new selling team tuys 
Strictly for salesmen Healthy sales 
How to make your presentations count 
Capsule sales concept/The politics of good 
selling. . 
Systems selling: The time is now!. 
Telemarketing/Integrating the telemarketing 
and field sales activities 
Strictly for salesmen . . . Drinking and selling. 
Regarding manufacturers agents 
A matter of trust. 
Capsule sales concept/ Turning trouble calls 
into opportunity 
Strictly for salesmen . Take aletter ... 
Product Showcase Review: Fasteners 
Capsule sales concept/Ten mistakes to avoid 
when hiring new salespeople .... 
Strictly for salesmen . . . and women 
Sales managers: What are you really managing 
Marketing: The corporate view 
Regarding manufacturers agents . . The 
agent as a businessman ... May 111 
Reps meet distributors: An interactive dialog . ... May 113 
Choosing a telemarketing consultant ........ May 117 
Joint calls: A delicate balance ......May 125 


\D/July, 1985 


Capsule sales concept/Ten ways to become a 
better listener 

The super salesman 

Strictly for salesmen/Up in smoke 


Capsule sales concept/Non-manipulative selling... . 


Companies 


Morse Tool, Inc. . . Fighting back 

The Enos & Sanderson Co . . . Success: The 
old fashioned way 

At Ward, Beals & McCarthy . . . ° 
gets the action 


At S.H. Pooley Belting . . . It's ‘hang in and profit’... 


AtS &K Rigging . . . It's flexibility, focus 
and follow-up 
Distribution Texas style 


Operations 


Think quality circles 
How to raise white collar productivity 
How to increase inventory turns 


Computers/Telecommunications 


Computer Update 

Computer Update 

Computer Update 

Computer Update 

Computer Update 

The not so personal personal computer 

Cellular phones 

Cut costs of calls to field offices 

Paper accounting pads are OUT ... 
Computerized ‘spread sheets are IN 

Computer Update . 


Associations 


Partners for profit . . . 83rd Annual SIDA 
Convention 
The Triple: A unique and rewarding 
experience ..... oy Sooabenra ste 
NIDA/SIDA preview . _ Distributor 
productivity report. i rete ece be 
SIDAs 83rd annual convention . Optimism 
reflected in record attendance. .. . 
NAW’s 39th annual convention 
Preparation for change . . er 
PTDAs silver anniversary .. . Convention sets 
a pace for the next quarter century 
STAFDAs annual convention . . . Dialog- 
oriented program advances distributor- 
manufacturer relations .................. ; 
SEDAs 15th annual meeting . . . 
A ‘time for opportunity’ 


Financial 


iD's Quarterly inflation index 
/Ds Quarterly inflation index 
Taxes: They won't go away 
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iD's Quarterly inflation index 
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ID ARTICLE INDEX—JULY TO DECEMBER, 1985 


Special Reports 


39th ANNUAL SURVEY OF DISTRIBUTOR 
OPERATIONS 

MAINTENANCE EQUIPMENT & SUPPLIES 
SHOWCASE 

SPECIALTY TOOLS AND FASTENERS 
SHOWCASE 


Ideas for Management 


Hotline/White House tax proposal seen 
meeting distributors objections 

The Urge to Merge 

Hotline/Counterfeit industrial products a 
growing problem for distributors 
Compensation: Focus on rewardsSep 31 
Hotline/Domestic suppliers reduce prices to 
combat lower-priced imports 


Hotline/New DOJ guidelines may alter 
distribution business 

Returned goods 

Selling your family business 

Hotline/High-tech, service markets expand: 
suppliers improve lines 


Sales and Marketing 


Strictly for salesmen . . . 

Decisions, decisions 

Regarding manufacturers’ agents .. .The 
agent as a trainer 

Strictly for salesmen . . .You can't take 

it with you 

Mechanic's Hand Tools . . . 

Product Showcase Review 

Strictly for salesmen . . . 


Capsule sales concept/Know your 
objective 

Strictly for salesmen . . .Listen up 
Commentary/Systems contracting: reality 
or buzzwork 

Capsule sales concept/Selling 
performance 

Strictly for salesmen . . .Keeping it clean, 
and legal 


Companies 


The new look at Briggs-Weaver 
Pattison Suppiy:Out of the past. . . 
into the future 


Computers Telecommunications 


Computer Update 
Computer Update 
Computer Update 
Computer Update 
Computer Update 


Associations 

Triple Industrial Supply Convention 1985 .. . 
Working together for everyone's profit 
Financial 


ID's Quarterly inflation index 
ID's Quarterly inlationn index 


Coming in ID: 


Here’s looking at you FOCUS ON SERVICES: 10 special reports covering con- 
Strictly for salesmen .. . sulting, leasing and other services of vital interest to dis- 
Field goals tributors .. .THREE HISTORICAL REVIEWS of distribu- 
Power Transmission Equipment. . . tion since the founding of INDUSTRIAL DISTRIBUTION 
Showcase Review magazine in 1911, plus a projection of distribution to the 
Regarding manufacturers’ agents . . . 21st Century ...and many other features keyed to to- 
Working the field day’s fast-changing marketplace. 


\D/February, 1986 





